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Private equity fund per- 
formance is most often 
reported in a way that exag- 
gerates the truth. A modified 
calculation gives a more 
accuraie read of perfor 
mance and often changes 

a fund's relative rank 
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down. A new branch of 
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care costs are falling (it's 
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and other thought-provoking 
ideas 
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The generation gap is actu- 
ally just part of a historical 
pattern, according to two 
eminent scholars — a pattern 
we can use to forecast mar 
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trends for decades 
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Yop executives of global 
cormpanies discuss how they 
manage for the long term 
Stay close to your front line 
and time your moves well; 
maintain your vision and 
vaiues during tough periods; 
balance your customers’ 
energy needs with environ- 
mental concerns; and be 
socially responsible 
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Companies and NGOs are 
finding mutual benefit in 
going into business together, 
not as wary rivals but as 
trusted partners. The innova- 
tive business models they're 
developing are leading to 
real breakthroughs in the 
creation of new markets and 
the eradication of poverty 
FEBRUARY 
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Singapore is the most future- 


oriented country in the 
world, new research from 
Thunderbird business school 
reveals, whereas Russia 

is the least. Yet people the 
world over aspire to plan 

for the future, a fact global 
managers can use to inspire 
workers in present-oriented 
cultures to look ahead 
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After decades of hostility, 
the dragon and the tiger 
have begun to cooperate 
Companies that make use 
of both nations’ capabilities 
stand to gain competitive 
advantage. 
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Mao’s Pervasive Influence 
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Shaomin Li and Kuarig S. Yeh 
Executives of multination- 
als partnering with Chinese 
firms should be alert to Mao 
Zedong’s lingering influence 
on some of the country’s 
most successful executives 
In particular, watch for a 
leadership tactic that can 
undermine a joint venture 
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The best way to foster an 
appreciation for intellectual- 
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let partner firms experience 
the benefits of locally gener- 
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How can your company 
capture the kind of value 
increase for its shareholders 
that a private equity firm 
would seek? Try making the 
same types of changes 
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Legal Risk 

Michael Klausner 
Outside directors are at 
lower risk of liability than 
they might think, but they 
can protect themselves 
even further 
FORETHOUGHT 


Reprint FO704J 


APRIL 


Health Care 


What Health Consumers 
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Consumers of health care 
constitute a highly diverse 
market, but the idea that 
companies might segment 
customers and profit by 
addressing their varied 
needs seems almost foreign 
to the health industry. You 


can tap hidden value by mak- 


ing use of patterns in the 
demand for health products 
and services, especially if 
you segment consumers 
according to health and 
wealth at the same time 
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Realizing the Promise of 
Personalized Medicine 
Mara G. Aspinall and 
Richard G. Hamermesh 
The future of medicine - 
and the medical business — 
lies in using genetic and 
other diagnostic tests to 
tailor more treatments to 
individuals. First, the health 
care system must clear four 
barriers 
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Keeping skeletons in the 
closet has become almost 
impossible in the Internet 
age. But should they cost 
an otherwise promising 
candidate a job? 
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Not all that much, empirical 
data from two medical 
researchers suggest 
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How to Teach Pride 
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Employees in stigmatized 
occupations can be helped 
to cope with or even feel 
proud of their jobs with an 
array of techniques, including 
developing an occupational 
ideology to confer a more 
positive image on the work, 
creating social buffers such 
as professional associations, 
and avoiding specifics in con- 
versation with outsiders 
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Good personal relationships 
clearly are essential for suc- 
cess and fulfillment in the 
workplace — what's elusive 
is how to maintain them 
The best science on the art 
of marriage might just point 
the way. 
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Someone suffering from 
Munchausen syndrome 

by proxy, a psychologi- 

cal disorder, fabricates or 
induces illness in another to 
win attention and praise as 
a caregiver. A similar pathol- 
ogy in the workplace leads 
employees to create or exag- 
gerate problems in order to 
get credit for solving them 
Here are some questions 
to help managers recognize 
such behavior 


NOVEMBER 
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Women and the Labyrinth 
of Leadership 

Alice H. Eagly and 

Linda L. Carli 

The “glass ceiling” metaphor 
doesn't accurately depict 
the complex, varied barriers 
women encounter today in 
their pursuit of senior leader 
ship roles — and it causes 
managers to invest in the 
wrong solutions. It’s time to 
rename the challenge 
SEPTEMBER 
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Younger Women at the Top 
More women than rsen at 
Fortune 1,000 firms have 
reached executive officer 
positions in the thirties, for 
tes, and fifties ~ and t) ey've 
done it faster. Still, nearly 
half of those companies lack 
female executive officers 
FORETHOUGHT 
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Innovation and 
Creativity 


Breakthrough Thinking 
from Inside the Box 

Kevin P Coyne, 

Patricia Gorman Clifford, 
and Renée Dye 

Ask people to think outside 
the box, and many of them 
simply freeze up. You'll 
generate far more — and far 
more useful — ideas if you 
construct new boxes for 
people to think within 
DECEMBER 
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A Buyer's Guide to the 
Innovation Bazaar 

Satish Nambisan and 
Mohanbir Sawhney 

Too many choices in the 
marketplace of ideas can 

be overwhelming. With this 
conceptual guide, compa- 
nies can determine what 
kinds of outside innovations 
they should acquire — and 
who can help them do so 
JUNE 

Reprint RO706H; HBR Article 
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Eight Ways to Build 
Collaborative Teams 
Lynda Gratton and 

Tamara J. Erickson 
Businesses need large, 
diverse teams to pull off 
major initiatives — yet the 
size and complexity of such 
groups make it hard to get 
anything done. These prac- 
tices will help firms ensure 
strong, effective collabora- 
tion, even when teams span 
the globe 

NOVEMBER 
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Innovate Faster by Melding 
Design and Strategy 
Ravi Chhatpar 


If designers are brought into 
the innovation process at the 
very beginning, they can test 
prototypes and share users’ 
responses even as the 
business case is being devel- 
oped, enabling companies to 
nimbly adjust to changes in 
market opportunities 
FORETHOUGHT 
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The Innovation Value Chain 
Morten T. Hansen and 

Julian Birkinshaw 
Subscribing to the latest 
innovation advice won't 

help your business if you 
con't understand your firm's 
unique strengths and flaws 
Here's a framework for 
assessing your company’s 
innovation processes and 
determining which best prac- 
tices will help you address 
weak spots 

JUNE 
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Is It Real? Can We Win? 

Is It Worth Doing? 

George S. Day 

Overly cautious companies 
can strangle their own 
growth by avoiding risky proj- 
ects. Better to screen them 
systematically for maximum 
balance and profit 
DECEMBER 
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Meet the Innovation 
Capitalist 

Satish Nambisan and 
Mohanbir Sawhney 

Large firms puzzling 

over whether to pay for 
developed technology or 
take a risk on bleeding-edge 
concepis now have a third 
choice — a new kind of “inno- 
mediary” that identifies and 
refines innovations, reducing 
market risk in return for 

a share in the potential 
rewards 
FORETHOUGHT 
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$152,000 for Your Thoughts 
Gary Carini and 
Bill Townsend 


Making employees prove the 
worth of their ideas results 
in better concepts and 
more-motivated workers 
Executives must give people 
the tools to stand behind 
their ideas and must follow 
up with strong rewards 
FORETHOUGHT, APRIL 
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Preparing for the Perfect 
Product Launch 
James P Hackett 


How come some projects 
fail while others succeed? 
This is the story of a CEO 
who refused to accept fail- 
ures as inevitable and set up 
a system to prevent them 
APRIL 
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Saving the Internet 
Jonathan Zittrain 


The very openness and user 
adaptability that make the 
Internet a creative wellspring 
also allow for the propaga- 
tion of assorted evils - spam, 
porn, predation, fraud, 
privacy violations — that 
threaten the integrity of the 
Internet itself 

JUNE 
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The Value Captor’s 
Process: Getting the Most 
out of Your New Business 
Ventures 

Rita Gunther McGrath and 
Thomas Keil 

It's a mistake to assume 
that a venture is successful 
only if it proceeds directly 
to go and produces payback 
within two years. Value 
captors have learned how to 
systematically mine all the 
possible benefits of their 
initiatives — including the 
failures 
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Knowledge 
Management 


The Knowledge-Creating 
Company 

Ikujiro Nonaka 

Japanese companies, mas- 
ters of manufacturing, have 
also been leaders in the cre 
ation, management, and use 
of knowledge — especially 
the tacit and often subjective 
insights, intuitions, and ideas 
of employees 
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Leadership 


Becoming the Boss 
Linda A. Hill 


The experience of becom- 
ing a boss for the first 
time leaves an indelible 
mark - some might call it 
a scar — on the psyche. But 
the transition to new man 
ager doesn't have to be 
quite so painful 

ANUARY 
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The Best Advice | Ever Got 
Hans-Paul Burkner 
Interviewed by 
Daisy Wademan 
By watching a colleague 
assemble diverse, high- 
performing teams, the CEO 
of the Boston Consulting 
Group learned the art of 
nurturing team members 
strengths and steering them 
away from tasks that would 
expose their weaknesses 
RETHOUGHT. DECEMBER 
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The Best Advice | Ever Got 

Fred Carl, Jr 

Interviewed by 

Daisy Wademan 

The founder and CEO of 

Viking Range recalls the 

eventful words of an early 

adviser: “You should run 

this from day one like it’s a 

public company. Treat it like 

it’s going to be big.” He did, 

and it was 
RETHOI HT 
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Building a Leadership 
Brand 

Dave Ulr 
Norm Smallwood 


ch and 


A reputation for producing 
good leaders time and again 
is part of a strong company 
brand. To build that kind of 
enduring capability, firms 
must do more than focus on 
the traits of individual lead 
ers. They need to follow five 
key strategies 
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The CEO's Second Act 
David A. Nadler 

A new CEO's brilliance can 
fade quickly once he or she 
has solved the company’s 
immediate problems and 
the next set of challenges 
cornes along. A chief 
executive's Act |! requires a 
lot less swashbuckling and a 
lot more humility 


b 


Reprint RO701F 


The Chief Strategy Officer 
R. Timothy S. Breene 

Paul F Nunes, and 

Walter E. Shill 
Overwhelmed CEOs are 
increasingly hiring CSOs 
Their job: to keep strategy 
front and center, drive real 
execution, and direct and 
sustain change in complex 
organizations 
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Courage as a Skill 

Kathleen K. Reardon 
Courage in business is rarely 
impulsive; rather, it results 
from careful deliberation and 
preparation. The “courage 
calculation,” consisting of six 
decision-making processes 
that can be refined over 
time, helps rnanagers make 
bold moves that will lead 

to success while averting 
career suicide 


Reprint RO7O1E 
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Discovering Your Authentic 
Leadership 

Bill George, Peter Sims, 
Andrew N. McLean, and 
Diana Mayer 

How do you become an 
authentic leader? A new 
study shows that you do 

not have to be born one. You 
can learn to be authentic 

by understanding your life 
story and by developing self- 
awareness. 

FEBRUARY 
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The Ethical Mind 
A Conversation 
with Psychologist 
Howard Gardner 
Bronwyn Fryer 


Leaders have earned 

their reputation as ethical 
miscreants — a huge cost to 
public trust and organiza- 
tional health. It’s time to take 
a look in the mirror and step 
up to the ethical plate 
MARCH 
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Firing Back: How Great 
Leaders Rebound After 
Career Disasters 

Jeffrey A. Sonnenfeld and 
Andrew J. Ward 

Stunning recovery is pos- 
sible from even the most 
catastrophic of setbacks 
Michael Milken, Martha 
Stewart, Home Depot's 
Bernie Marcus, Bank One's 
Jamie Dimon, and others 
came back from the depths 
by following the path of 
the universal hero 
JANUARY 
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A Formula for the Future 
A Conversation with 
Craigie Zildjian 

Gardiner Morse 

The oldest family-run busi- 
ness in the U.S., the Zildjian 
Company has been making 
cymbals, first in Turkey and 
then in America, since 1623 
As a 14th-generation leader 
of the company, Craigie 
Zildjian Sees innovation in 
collaboration with customers 
as her best path to contin- 
ued success 
FORETHOUGHT 
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The Four Truths of 

the Storyteller 

Peter Guber 

Leaders can use well-crafted 
stories to captivate and 
inspire people whose help 
they need. A top movie 
producer and entertainment 
industry executive shares 
the secrets he’s learned 
DECEMBER 
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THE HBR INTERVIEW 

The Institutional Yes 

Jeff Bezos 

Interviewed by Julia Kirby 
and Thomas A. Stewart 
Amazon.com is known for its 
bold and sometimes coun- 
terintuitive strategic moves. 
Its founder and CEO reveals 
that the company's strategy 
derives from a distinctive 
and deeply held cultural 
point of view. 

OCTOBER 
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THE HBR INTERVIEW 
Lessons from Toyota’s 
Long Drive 

Katsuaki Watanabe 
Interviewed by 

Thomas A. Stewart and 
Anand P Raman 


Toyota's president explains 


why the automaker must 
combine radical change and 
continuous improvement if it 
wants to remain one of the 
world's leading companies 
JULY-AUGUST 
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The Hidden Good News 
About CEO Dismissals 
Chuck Lucier and Jan Dyer 
Four times more CEOs are 
being fired today than in 
1995, a Booz Allen Hamilton 
study finds. That's good 
news. It's not that CEOs 
are being pressured to think 
more in the short term; it’s 
that boards are finally clear 
ing away the deadwood 
FORETHOUGHT 
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How Successful Leaders 
Think 

Roger Martin 

Great leaders refuse to 
choose between A and B 
Through holistic thinking, 
they forge an innovative 
third way 

JUNE 
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In Praise of the 
Incomplete Leader 
Deborah Ancona, 

Thomas W. Malone, 
Wanda J. Orlikowski, and 
Peter M. Senge 

It's time to end the myth 
of the complete leader: the 
flawless person at the top 
who's got it all figured out 
The sooner leaders stop 
trying to be all things to all 
people, the better off their 
organizations will be. Only 
when leaders accept them- 
selves as incomplete — as 
having both strengths and 
weaknesses -— will they be 
able to make up for their 
missing skills by relying on 
others 

FEBRUARY 
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A Leader’s Framework for 
Decision Making 

David J. Snowden and 
Mary E. Boone 

Leadership approaches that 
work well in one set of cir 
cumstances can fall far short 
in others. With the proper 
decision-making framework, 
you can sort issues into 
their appropriate contexts 
and tailor your management 
style to fit each one 
NOVEMBER 
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The Leadership Team: 
Complementary Strengths 
or Conflicting Agendas? 
Stephen A. Miles and 
Michael D. Watkins 


When members of a leader- 
ship team play complemen- 
tary roles, the whole is often 
greater than the sum of its 
parts — but such relationships 
may also result in confusic::, 
especially when members 
move on. Organizations can 
learn to enjoy the advan- 
tages and minimize the risks 
of complementarity without 
sowing the seeds of disaster 
during succession 

APRIL 
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Leading Clever People 
Rob Goffee and 

Gareth Jones 

It’s not quite as bad as herd- 
ing cats, but attracting and 
retaining the smart, creative 
people on whom your 
organization depends can 
be a challenge — especially 
because they don't like to be 
led. Approaching them as a 
benevolent guardian rather 
than as a traditional leader 
will improve your odds of 
success. 

MARCH 
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Making Judgment Calls 
Noel M. Tichy and 
Warren G. Bennis 


A leader's judgment call 
may seem like a momen- 
tous event. The best calls, 
however, are part of a larger 
process that begins with 
preparation and ends with 
execution. Instead of trying 
to slam-dunk their decisions, 
good leaders attend to the 
entire judgment process 
and take advantage of “redo 
loops” at every stage 
OCTOBER 
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Moments of Truth: Global 
Executives Talk About the 
Challenges That Shaped 
Them as Leaders 

When did you realize you 
had the right stuff to lead? 
HBR’s editors ask a wide 
range of business leaders 
that question and get some 
surprising answers 
JANUARY 
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Picking Winners 

A Conversation with 
MacArthur Fellows 
Program Director 

Daniel J. Socolow 

Diane Coutu 

What can business leaders 
learn from the organization 
that confers the storied 


“genius grants”? For one 


thing, that exceptional 
creativity is very hard to 
find. If you're looking for a 
way to pack your staff with 
outstanding talent, you're 
probably on the wrong track 
MAY 
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Raising Haier 

Zhang Ruimin 

The CEO of Haier explains 
how he has grown with the 
challenges he has tackled 
in transforming a strug- 
gling appliance company 
into a world-class global 
enterprise 
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Stay on the Q&A Offensive 
A Conversation with 
Michael Sheehan 

Julia Kirby 

The Q&A should be more 
than just an afterthought, 
says Communications 
consultant Michael Sheehan 
It may be the only part of 
your speech people actually 
listen to 

FORETHOUGHT 
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The Tests of a Prince 
lvan Lansberg 

Corporate heirs have a par- 
ticular challenge when 

it comes to turning stake- 
holders into followers. To 
prove they have what it 
takes, they must manage 
a four-part iterative testing 
process 

SEPTEMBER 


Reprint RO709F 


What Every Leader Needs 
to Know About Followers 
Barbara Kellerman 

Your subordinates are not 
an amorphous bunch. A 
new typology that classifies 
them according to their level 


_ of engagement can help 


you better understand their 
relationships with superiors 
and manage them more 
effectively 
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What Your Leader 
Expects of You 

Larry Bossidy 

A longtime CEO reveals 
the behaviors that leaders 
should look for in their 
subordinates — behaviors 
that drive individual as well 
as corporate performance 
and growth — and what those 
subordinates should expect 
in return 
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When a New Manager 
Takes Charge 

John J. Gabarro 

Fourteen managers 
accepted new assignments 
At the end of three years 
ten had succeeded and four 
had been fired. What made 
the difference? Experience, 
the situation’s urgency, 
managerial style, the quality 
of the managers’ working 
relationships, and the level 
of support from superiors 
were critica! factors 
JANUARY 
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Management 
Development 
Employees Get an Earful 
Anders Gronstedt 
Portable media players are 
helping employees make 
productive use of their 
downtime, as businesses 
learn how to train people 
via podcast 
FORETHOUGHT 
Reprint FO706E 


JUNE 


HBR CASE STUDY 


The Very Model of a 
Modem Senior Manager 
Mike Morrison 

With commentary by 
George Manderlink, 
Reuben Mark, 

Rebecca Ray, and 

Dave Ulrich 


A leadership crisis at Barker 
Foods has the executive 
committee wondering 
whether the company should 
create a competency model 
for senior managers. Is such 
a framework just what Barker 
needs, or is it an exercise in 
oversimplification? 
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Help Newly Hired 
Executives Adapt Quickly 
Michael D. Watkins 

Often executives who are 
hired from outside a firm fail 
because they can't fit in with 
its culture. Here’s how to 
help them avoid missteps 
FORETHOUGHT, JUNE 
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Make Your Company 

a Talent Factory 

Douglas A. Ready and 
Jay A. Conger 

Are you making the most of 
your high-potential talent? 
To compete on the global 
stage, you need to put the 
right people with the right 
skills in the right place at the 
right time — and fast 

JUNE 
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Solve the Succession 
Crisis by Growing 
Inside-Outside Leaders 
Joseph L. Bower 

There’s no better way to 
reverse the long-term 
destruction of shareholder 
value than for companies to 
commit to growing internal 
CEO candidates who can 
lead through good times and 
bad. Simple? No. The right 
thing to do? Absolutely 
NOVEMBER 
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Managing People 

HBR CASE STUDY 
Off-Ramp - or Dead End? 
Sharman Esarey and 

Arno Hasiberger 

With commentary by 
Robert J. Maricich, 

Rebecca Matthias, 

Monica McGrath, 

and Evelyne Sevin 

Cheryl Jamis is an ambitious 
marketing director in line 

for a promotion. She's also 
the dedicated mother of 

a young daughter. When 
increasing demands on her 
time threaten to spiral out of 
control, Cheryl faces a tough 
choice: Should she stay with 
her company or chuck it all? 
FEBRUARY 


Reprint RO702B, Reprint 
Case only RO702X, Reprint 
Commentary only RO702Z 


Managing Technology 
HBR CASE STUDY 

Too Far Ahead of the 

IT Curve? 

John P Glaser 

With commentary by 

Monte Ford, 

George C. Halvorson, 
Randy Heffner, and 

John A. Kastor 

Peachtree Healthcare, a 
network of 11 medical insti- 
tutions, is on the verge of a 
systems breakdown. What's 
the right fix for its patchwork 
IT infrastructure? 
JULY-AUGUST 
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Marketing 


Charge What Your Products 
Are Worth 

Venkatesh Bala and 

Jason Green 

For customers, value has 
two components: benefits 
received and price paid. After 
gauging their customers’ 
perceptions of value, manag- 
ers can plot a simple chart 
that reveals any misalign- 
ment and use it to balance 
the benefit-price equation 
FORETHOUGHT, SEPTEMBER 
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Companies and the 
Customers Who Hate Them 
Gail McGovern and 
Youngme Moon 

If your Company is on a slip- 
pery slope — extracting more 
and more value from cus- 
tomers through inscrutable 
contracts, hidden fees, and 
complicated offerings — ex- 
pect punishment. Here's 
how to recognize and purge 
those adversarial practices 
and gain an advantage by 
offering a customerfriendly 
alternative 
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Even Commodities 

Have Customers 

Francois M. Jacques 

Who would have thought 
there'd be so much dif- 
ferentiation opportunity in 
cement? Someone clever 
enough to apply marketing’s 
most basic tools, it turns 
out. If it works for cement, 
it could work for your com- 
modity business, too 
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Getting Attention for 
Unrecognized Brands 
Daniel G. Goldstein 

People prefer a brand 

they know over one they 
don't — even when the famii 
iar one is dangerous. But 
there are ways for unknown 
brands to compensate 
FORETHOUGHT, MA 
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HBR CASE STUDY 

Mad About Plaid 

Julia Kirby 

With commentary by 

Gill Corkindale, 

Niall Ferguson, 

Dov Seidman, and 

Dana Thomas 

Castlebridge & Company, 
the maker of an iconic British 
product, is poised to shift 
the last of its manufacturing 
operations outside the UK 

Is it jeopardizing the “ British- 
ness” of its brand? 
NOVEMBER 
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Hidden Wealth in B2B 
Brands 

James R. Gregory and 
Donald E. Sexton 
Managers consistently 
skimp on B2B brand build 
ing. That's an expensive 
mistake 
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If Brands Are Built over 
Years, Why Are They 
Managed over Quarters? 
Leonard M. Lodish and 

Carl F Mela 

Your product may fly off the 
shelves during a price pro 
motion, but those discounts 
could ultimately damage 
your brand. Don't be blinded 
by short-term saies data 
Instead, watch a dashboard 
of long-term measures to 
protect your brand and your 
profit margins 


LY-AUGUST 
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Quality Is in the Eye 

of the Beholder 
Debanjan Mitra and 

Peter N. Golder 
Consumers are slow to 
notice positive or nega 
tive changes in a product's 
quality, and that could have 
important implications for 
your company’s marketing 
plan 
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Sports Sponsorship to 
Rally the Home Team 
Francis J. Farrelly and 
Stephen A. Greyser 
Companies are beginning to 
use their brand-enhancing 
sponsorship of teams and 
events internally, to motivate 
employees or facilitate major 
structural change. Sports 
related communications 

and incentives can create 
cohesion and toster pride in 
the company 
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Viral Marketing for the 
Real World 
Duncan J. Watts and 
Jonah Peretti 
By combining viral-marketing 
tools with mass marketing 
you can extend your reach at 
minimal cost 

RETHE HT MAY 
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Mergers and 
Acquisitions 


Deals Without Delusions 
Dan Lovallio, Patrick Viguerie 
Robert Uhianer, and 

John Horn 

Executives who pursue 
mergers and acquisitions 
often allow psychological 
biases to interfere with good 
deal making. Here’s how to 
keep flawed notions from 
impeding the M&A process 
Reprint RO712G; HBR Article 
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Human Due Diligence 
David Harding and Ted Rouse 
Most companies do a 
thorough job of financial due 
diligence when they acquire 
other firms. But the success 
of most deals hinges on 
people, not dollars. Here’s 
how to diagnose potential 
people problems before a 
deal is completed 

APRIL 
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Rules to Acquire By 
Bruce Nolop 


Study after study finds that 
acquisitions tend to destroy 
value — yet most high- 
performing companies rely 
on them to grow. That makes 
sense only if, like Pitney 
Bowes, you can learn how to 
do them well. 

SEPTEMBER 
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Negotiation 
Investigative Negotiation 
Deepak Malhotra and 

Max H. Bazerman 


Too many people try to win 
negotiations like a sales 
person — through persuasion 
The best way to get what 
you want, however, is to 
think like a detective: Dig for 
information that will help you 
understand the other side 
SEPTEMBER 
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Operations 


Are Your Engineers Talking 
to One Another When 
They Should? 

Manuel E. Sosa, 

Steven D. Eppinger, 

and Craig M. Rowles 
Avoiding expensive mistakes 
in the design of compiex, 
highly engineered products 
boils down to making sure 
the right product-component 
teams communicate. A new 
application of an old project 
management tool can help 
managers see where such 
communication should be 
taking place — but isn’t 
NOVEMBER 
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Are You the Weakest 

Link in Your Company’s 
Supply Chain? 

Reuben E. Sione, 

John T. Mentzer, and 

J. Paul Dittmann 

A CEO who pays special 
attention to supply chain 
management enhances 

the company’s competitive 
advantage — and avoids clas- 
sic, potentially costly pitfalls 
for the firm and its suppliers, 
partners, and customers. 
SEPTEMBER 
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Break the Paper Jam 

in B2B Payments 

Steve Berez and 

Arpan Sheth 

Many companies still 
overlook the virtues of elec- 
tronic invoice and payment 
systems: Some 70% of busi- 
ness-to-business transac- 
tions involve paper invoices 
and checks, and managing 
them costs about $116 billion 
a year. Electronic systems 
can help cut accounts pay- 
able overhead by more than 
50% — but suppliers need to 
be converted quickly 
FORETHOUGHT, NOVEMBER 
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High-Tech Ways to Keep 
Cupboards Full 

Peter J. McGoldrick and 
Peter M. Barton 

Makers of nondurable 
goods should focus on 
keeping customers’ — not 
just retailers’ — shelves fully 
stocked 

FORETHOUGHT, MARCH 
Reprint F0703B 


Improve Your Retum 
on Returns 
Andrew O'Connell 


A “reverse logistics” value 
chain strategy — what you do 
with goods your customers 
send back — can strengthen 
your company’s competi- 
tiveness, according to the 
authors of a recent article in 
the Academy of Manage- 
ment Perspectives. Estee 
Lauder built a $250 million 
product line from returned 
cosmetics 

FORETHOUGHT, NOVEMBER 
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Lessons from the Leaders 
of Retail Loss Prevention 
Adrian Beck and 

Colin Peacock 

Arresting thieves and invest- 
ing in technology, the main 
approaches to retail loss 
prevention, haven't managed 
to diminish the problem over 
the past 15 years. A study 

of companies that have suc- 
cessfully reduced shrinkage 
uncovers nine practices 
behind their success, begin- 
ning with organizational 

and senior management 
commitment to making loss 
prevention a priority. 
FORETHOUGHT, NOVEMBER 
Reprint F0711H 


OT-Yor-tantel-1aralltns 


Make Your Back Office 
an Accelerator 

Paul Rogers and 
Hernan Saenz 


A new study identifies 
exactly how much bang for 
the buck a firm can get when 
it makes targeted cuts in 
back-office costs and takes 
steps to boost efficiency 
FORETHOUGHT, MARCH 
Reprint FO703G 


Pandemic Preparedness: 
Who's Your Weak Link? 
George Abercrombie 

A company’s ability to func- 
tion during a flu pandemic 

is only as good as the weak- 
est link in its supply chain 
Hoffmann-La Roche, the 
maker of a frontline antiflu 
drug, works closely with its 
suppliers to ensure that their 
preparedness plans are as 
robust as its own 
FORETHOUGHT 
Reprint FO712B 


DECEMBER 


Performing a Project 
Premortem 

Gary Klein 

In a premortem, team mem- 
bers assume that the project 
they are planning has just 
failed - as so many do - and 
then generate plausible rea- 
sons for its demise. Those 
with reservations may speak 
freely at the outset, so that 
the project can be improved 
rather than autopsied 
FORETHOUGHT 


Reprint FO709A 


SEPTEMBER 


The Process Audit 
Michael Hammer 


Redesigning business 
processes can generate 
dramatic improvements in 
performance, but the effort 
is notoriously difficult. Many 
executives have floundered, 
uncertain about what exactly 
needs to be changed, by 
how much, and when. A 
new framework can take the 
mystery out of reengineering 
business processes and help 
you plan and assess your 
company’s process-based 
transformations 

APRIL 


Reprint RO704H 


Selecting Management 
Tools Wisely 

Darrell Rigby and 

Barbara Bilodeau 

With so many management 
tools out there, from bench- 
marking to outsourcing, it’s 
hard to decide which ones 
to try. To heip executives 
make informed choices, the 
authors compare levels of 
use and satisfaction for the 
most popular tools, and chart 
the evolution of a select few 
FORETHOUGHT, DECEMBER 
Reprint FO712E 


Simplicity-Minded 
Management 
Ron Ashkenas 


As corporations add layer 
upon layer of complexity, 
they grow increasingly 
unwieldy and ungovernable 
Simplification is no longer 

a “nice to have” virtue; it's 
an imperative for bottom-line 
success 

DECEMBER 

Reprint RO712H 


Organization and 
Culture 

Avoiding Integrity 
Land Mines 

Ben W. Heineman, Jr. 


How do you keep thousands 
of employees, operating in 
hundreds of countries, as 
honest as they are com- 
petitive? General Electric's 
longtime general counsel 
describes the systems the 
company has put in place to 
do just that 

APRIL 


Reprint RO704G 


HBR CASE STUDY 


Why Didn't We Know? 
Ralph Hasson 

With commentary by 
Stephen R. Hardis, 
Jackson W. Robinson, 
Mary Rowe, and Hal Shear 
A whistle-blower sues 
Galvatrens for wrongful 
termination. The lawsuit 
triggers a much larger dis- 
cussion about the company’s 
system for uncovering 
misconduct. How should 
the company strengthen 
that system — and what 
roles should the board and 
management play? 

APRIL 


Reprint RO704A, Reprint 
Case only RO704X, Reprint 
Commentary only RO704Z 


Inner Work Life: 
Understanding the 
Subtext of Business 
Performance 

Teresa M. Amabile and 
Steven J. Kramer 

New research shows how 
business performance is 
driven by workers’ state of 
mind — and how managers, 
if they're not careful, can 
drive both down. 

MAY 


Reprint RO705D; HBR 
Article Collection “Build 
a Motivated Workforce, 
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A Larger Language 
for Business 

A Conversation with 
David Whyte 

Lisa Burrell 


Poet David Whyte talks about 
how poetry begets coura- 
geous conversation and, in 
turn, better leadership 
FORETHOUGHT, MAY 
Reprint FO705F 


Promise-Based 
Management: The Essence 
of Execution 

Donald N. Sull and 

Charles Spinosa 


The most vexing leadership 
challenges stem from 
broken or poorly crafted 
commitments between 
employees and colleagues, 
customers, or other stake- 
holders. To overcome such 
problems and foster a pro- 
ductive, reliable workforce, 
managers must cultivate 
and coordinate promises in 
a systematic way 

APRIL 


Reprint RO704E 


Reconcilable Differences 
Jonathan Knowles and 
Richard Ettenson 

If Marketing and Finance can 
learn to get along, both can 
advance their agendas 
FORETHOUGHT 
Reprint FO706D 


JUNE 


Simple Rules for Making 
Alliances Work 


Jonathan Hughes and 

Jeff Weiss 

At least 60% of all corporate 
alliances fail. If you don't 
want yours to join the scrap 
heap, consider adopting five 
principles. 

NOVEMBER 

Reprint RO711H 





To Thine Own Staff Be 
Agreeable 

Gary Davies and Rosa Chun 
Studies show that the more 
staffers’ opinions of a com- 
pany outshine customers’, 
the greater that company’s 
sales growth will be 
FORETHOUGHT 
Reprint FO706H 


JUNE 


What It Means 

to Work Here 

Tamara J. Erickson and 
Lynda Gratton 

You won't find - and keep - 
deeply engaged employees 
by aping your rivals’ talent- 
management practices. 
Potential hires need to know 
what's unique about your 
company. By creating “sig- 
nature experiences” that 
convey your firm's values 
and heritage, you can attract 
the people who are most 
likely to be productive for 
the long term 

MARCH 


Reprint RO703G 


Why Employees Are Afraid 
to Speak 

James R. Detert and 

Amy C. Edmondson 

In a word — self-preservation 
And they're just as afraid to 
share innovative ideas as 

to blow the whistle 
FORETHOUGHT, MAY 
Reprint F0705B 


Performance 
Measurement 

The Cost of Myopic 
Management 

Natalie Mizik and 

Robert Jacobson 

A study of 2,859 firms 
shows that companies 
unwisely cutting costs to 
artificially improve perfor- 
mance are fooling no one 
for long. Their stock rises 
sharply right afterward but 
falls precipitously in the next 
few years, as poor manage- 
ment comes home to roost 
FORETHOUGHT 
JULY-AUGUST 

Reprint FO707E 


Higher Net Price - Or Bust 
Paul Calthrop 

When it comes to judging 
the success of innovations 
the important measure to 
track isn't sales; it’s net 
prices 

FORETHOUGHT, MAY 
Reprint FO705G 


Maximizing Your Return 
on People 

Laurie Bassi and 

Daniel McMurrer 


An innovative tool can mea- 
sure how effectively your 
company manages human 
capital and, unlike current 
HR metrics, can predict 
organizational performance 
Use this new survey to find 
Out where your company 
stands 

MARCH 


Reprint RO703H 


Productivity Is Killing 
American Enterprise 
Henry Mintzberg 

When they cut R&D, 
underinvest in their brands, 
and — worse — cut worker 
and middie management 
ranks, leaders are merely 
punishing their employees 
(and stockholders) for their 
own inability to create real 
value, says this McGill 
University professor. Produc- 
tivity improvements come 
from better management 
or applying new technolo- 
gies, not from making fewer 
people do more work 
FORETHOUGHT 
JULY-AUGUST 

Reprint FO707G 


The Strategic Secret 

of Private Equity 

Felix Barber and 

Michael Goold 

The real reason private 
equity firms earn such 
high returns is so simple 
that most people overlook 
it: Those firms buy to sell 
rather than to keep 
SEPTEMBER 


Reprint RO709B 


Using the Balanced 
Scorecard as a Strategic 
Management System 
Robert S. Kaplan and 

David P Norton 

How do you ensure today’s 
actions will help your 
company reach tomorrow's 
goals? By using the balanced 
scorecard to link long-term 
strategic objectives with 
short-term budgetary needs 
JULY-AUGUST 


Originally published in 1996 
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Research and 
Development 


Getting Unusual Suspects 
to Solve R&D Puzzles 
Karim R. Lakhani and 

Lars Bo Jeppesen 

Your problem solvers could 
be not only out in the 
wider world but also in 

the wide reaches of your 
Own organization 
FORETHOUGHT, MAY 
Reprint FO705H 


Novartis‘s Great Leap 

of Trust 

A Conversation with 
Daniel Vasella 

Andrew O'Connell 

CEO Daniel Vasella explains 
why his company is placing 
a big bet on China's future as 
a world scientific power 
FORETHOUGHT, MARCH 
Reprint FO703F 


Where More R&D Dollars 
Should Go 
Jim Scinta 


Companies are expecting 

to spend more on R&D this 
year, but they're putting it in 
the wrong place — too much 
on new project development 
and not enough on the basic 
research that will produce 
tomorrow's revenues 
FORETHOUGHT 
JULY-AUGUST 

Reprint FO707H 


Risk Management 
A Growing Focus 

on Preparedness 
Darrell Rigby and 
Barbara Bilodeau 


Scenario-planning tools are 
getting better, and compa- 
nies are using them more 
effectively to prepare for an 
uncertain future, according 
to the latest results from 
Bain & Company's ongoing 
14-year survey of corporate 
tool use 

FORETHOUGHT 
JULY-AUGUST 

Reprint FO707D 


HBR CASE STUDY 


Boss, I Think Someone 
Stole Our Customer Data 
Eric McNulty 

With commentary by 

Bill Boni, 

John Philip Coghlan 

Jay Foley, and James E. Lee 
Flayton Electronics, a 
regional chain, faces threats 
to its reputation after a 
possible data breach. How 
should the firm address 

the interests of stakehold- 
ers — especially customers - 
in this information-age crisis? 
SEPTEMBER 


Reprint RO709A, Reprint 
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HBR CASE STUDY 


The Dark Side of Customer 
Analytics 

Thomas H. Davenport and 
Jeanne G. Harris 

With commentary by 
George L. Jones, 

Katherine N. Lemon, 
Michael B. McCallister, 

and David Norton 

A customer data-sharing 
deal between two com- 
panies could reap easy 
money for both. But things 
could get complicated if 
customers find out how 
their personal information 

is being used. How can the 
companies leverage the data 
responsibly? 

MAY 


Reprint RO705A, Reprint 
Case only RO705X, Reprint 
Commentary only RO705Z 


Reputation and Its Risks 
Robert G. Eccles, 

Scott C. Newquist, and 
Roland Schatz 

Reputations make or break 
companies, yet most leaders 
inadequately manage repu- 
tational risk. Understanding 
the three factors that affect 
this type of risk is the first 
step iri building a process for 
identifying, measuring, and 
controlling threats 
FEBRUARY 


Reprint RO702F 
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Scorched Earth: Will 
Environmental Risks in 
China Overwhelm Its 
Opportunities? 

Elizabeth Economy and 
Kenneth Lieberthal 

China's environmental 
problems are so bad they're 
beginning to constrain the 
country’s GDP growth 

Why, then, are multination 
als paying so little attention 
to them? Failure to factor 
environmental issues into 
corporate strategy may turn 
China's seemingly enormous 
promise into a nightmare for 
many firms 


JUNE 


Reprint RO706F; HBR Article 
Collection “China Tomorrow 
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Sales 


Managing Global Accounts 
George S. Yip and 

Audrey J.M. Bink 

Global account manage 
ment may not be right for 
everyone — but when it fits 
it increases both profits 
and customer satisfaction 
Here's a guide for choosing 
when to offer GAM and to 
whom 

SEPTEMBER 


Reprint RO709G 


Self-Management 
Cognitive Fitness 
Roderick Gilkey and 

Clint Kilts 

To be as sharp at 60 as you 
were at 25, you'll need to 
do some mental push- 

ups. Here’s how you can 
strengthen your brain's 
neural networks and cogni 
tive abilities 

NOVEMBER 

Reprint RO711B; HBR Article 
Collection “Get in Shape to 
Lead” 2613 


Crisis at the Summit 
George D. Parsons and 
Richard T. Pascale 

Some superstars thrive 

on the adrenaline rush of 
mastering a challenge. Once 
they're at the top of their 
game, however, the rush 
disappears, and a danger 
ous affliction can set in. If 
they don't recognize the 
early warning signs, these 
talented performers may 
desail what should be a bril- 
liant career 

MARCH 


Reprint RO703E 





Find the Gold in Toxic 
Feedback 

Fernando Bartolomé and 
John Weeks 

Even rude or irrelevant 
feedback can be useful, but 
only a rare few can put ego 
aside and extract the hidden 
value. 

FORETHOUGHT, APRIL 
Reprint FO704F 


How Leaders Create and 
Use Networks 

Herminia Ibarra and 

Mark Hunter 

One test of leadership 
capability is whether you can 
leverage social contacts into 
business results You may do 
a iot of networking, but is it 
the right kind? 

JANUARY 

Reprint RO701C; 

OnPoint 1727 


The Making of an Expert 
K. Anders Ericsson, 
Michael J. Prietula, and 
Edward T. Cokely 

To become an expert, you 
must discard the myth 
that genius is born, not 
made. Scientific research 
overwhelmingly shows that 
elite performance comes 
primarily from years of 
practice, dedicated coach- 
ing, and relentless effort 
to understand and correct 
mistakes. 

JULY-AUGUST 

Reprint RO707J 


Manage Your Energy, 

Not Your Time 

Tony Schwartz and 
Catherine McCarthy 

Want to accomplish dramati- 
cally more and do it better? 
The answer is not working 
longer hours but increas- 
ing your capacity for work 
through systematic rituals 
that recharge your four key 
sources of energy 
OCTOBER 


Reprint RO710B 


My Extreme MBA 

A Conversation with 

Rory Stewart 

Lew McCreary 

Negotiating leadership chal- 
lenges in hostile territory 
takes a balance of principled 
commitment and canny 
pragmatism 

OCTOBER | 

Reprint RO710H 


Realizing What You're 
Made Of 

Glenn E. Mangurian 

If you hit rock bottom, would 
you recover? Here's the 
story of an executive who 
did — and learned volumes 
about resilience and leader- 
ship in the process. 

MARCH 


Reprint RO703J 


Surviving Your New CEO 
Kevin P Coyne and 
Edward J. Coyne, Sr. 

Your company just hired 

a new CEO, and you 

figure that a reorganiza- 
tion — maybe even a few 
terminations — could be on 
the way. You're not worried, 
though: Your solid record 
and excellent reputation as 
a senior executive mean 
you're safe. Right? Wrong 
MAY 
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What to Ask the Person 

in the Mirror 

Robert S. Kaplan 

No matter how talented 
and successful you are, you 
will make mistakes. But the 
higher up the ladder you 
go, the fewer people there 
are to tell you when you've 
faltered. To assess your 
performance, you should 
periodically ask yourself a 
series of pointed questions 
JANUARY 

Reprint RO701H; OnPoint 
1730; HBR Article Collection 


“Habits of Highly Effective 


Managers, 2nd Edition” 1728 


Strategy and 
Competition 

The Battle for China’s 
Good-Enough Market 

Orit Gadiesh, Philip Leung, 
and Till Vestring 

From China's fast-grow- 

ing middle market for 
reliable-enough products 

at low-enough prices will 
emerge the world’s leading 
companies. Ignore it at your 
peril 

SEPTEMBER 

Reprint RO7O9E; HBR Article 
Collection “Doing Business 
in China” 2487 
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Competitive Advantage 
on a Warming Planet 
Jonathan Lash and 

Fred Wellington 


Whatever business you're in, 


your company will increas- 
ingly feel the effects of 
climate change. Firms that 
manage and mitigate their 
exposure to the associated 
risks while seeking new 
opportunities for profit will 
gain a competitive advan- 
tage over rivals in a carbon- 
constrained future 

MARCH 


Reprint RO703F 


Finding Your Next 

Core Business 

Chris Zook 

It may be hidden right under 
your nose. Here’s how to 
evaluate your current core 
and where to look for a new 
one 

APRIL 

Reprint RO704D; HBR 
Article Collection “Growth 
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The Four Principles of 
Enduring Success 
Christian Stadler 

When a company is doing 
well, how would anyone 
know if it could improve? 
A landmark benchmark- 
ing study —- comparing 
prosperous companies with 
firms that have done even 
better — points the way 
JULY-AUGUST 

Reprint RO707D 


How Managers’ Everyday 
Decisions Create — or 
Destroy -Your Company’s 
Strategy 

Joseph L. Bower and 

Clark G. Gilbert 

Every time a manager allo- 
cates resources, that deci- 
sion moves the company 
either into or out of align- 
ment with its announced 
strategy. This powerful 
insight will change how you 
think about driving strategy 
in your business 

FEBRUARY 

Reprint RO702C; 

OnPoint 1831 


If You Love Your 
Information, Set It Free 
David Weinberger 


Organizations that fear shar- 
ing their data with aggrega- 
tors might be surprised to 
learn they can benefit from 
letting other firms dissemi- 
nate their information online 
FORETHOUGHT, JUNE 
Reprint FO706A 


Managing Differences: 
The Central Challenge 

of Global Strategy 

Pankaj Ghemawat 

To build competitive 
advantage, executives need 
to manage the differences 
that arise at the borders 

of markets. Three types of 
strategy are at their disposal 
adaptation, aggregation, and 
arbitrage. The trick is figuring 
out when to use which ones 
MARCH 


Reprint RO703C; HBR Article 
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Managing Our Way to 
Economic Decline 
Robert H. Hayes and 
William J. Abernathy 


Unlike European and Japa- 
nese managers, American 
managers have sometimes 
avoided the hard, make-or- 
break decisions concerning 
technological competitive- 
ness. Examining how this 
shortsighted neglect con- 
tributed to U.S. economic 
decline several decades ago 
offers useful lessons for 
today’s companies 

AUGUST 
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Mapping Your Competitive 
Position 

Richard A. DAveni 

A price-benefit positioning 
map can quickly show how 
your product or brand 
stacks up against your 
competitors’ - not as you 
hope it does, but as your 
customers actually see it 
NOVEMBER 


Reprint RO711G 


Outdoor-Apparel Start- 
Up CEO Chris Van Dyke 
on New Ways to Feed 
Customers’ Passions 
Andrew O'Connell 

Chris Van Dyke, the CEO of 
the outdoor apparel stc:t-up 
Nau, offers some intriguing 
ideas about how to engage 
a generation of custom- 

ers who are comfortable 
shopping online and eager 
to enter into a dialogue with 
the companies they buy 
from 
FORETHOUGHT 
Reprint FO709F 


SEPTEMBER 


Private Equity’s Long View 
Walter Kieche! II 

When getting a company 
ready to sell in the short 
term, it turns out, PE firms 
employ many of the best 
strategy practices — use debt 
aggressively, focus on cash 
flow, reduce costs, concen- 
trate on the dominant part 

of the business and sell the 
rest — that make for success 
in the long term. They just do 
it in months, not years. 
FORETHOUGHT 
JULY-AUGUST 

Reprint FO707A 


A Road Map for Natural 
Capitalism 

Amory B. Lovins, 

L. Hunter Lovins, and 

Paul Hawken 

Some farsighted companies 
have shown that it's possible 
to offer better products and 
more-innovative services at 
a significantly lower cost by 
being up to 100 times more 
efficient in the use of natural 
resources. Can you compete 
if you don't follow suit? 
JULY-AUGUST 

Originally published in 1999 
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Set Up to Fail 

A Conversation with 
Paul Ormerod 
Gardiner Morse 


Most organizations bend 
over backward to avoid 
failure. They shouldn't, says 
economist Paul Ormerod 
History shows that failure 
and success are inherently 
random, so firms should 
innovate and adapt 
FORETHOUGHT, JUNE 
Reprint FO706G 





Sam Gross 


Six Rules for Effective 
Forecasting 

Paul Saffo 

The wise consumer of a 
forecast is not a trusting 
bystander but a participant 
and, above all, a critic. Here 
are six commonsense rules 
for distinguishing good fore- 
casts from bad — and 

for developing your own 
JULY-AUGUST 

Reprint RO707K 


A Staged Solution 

to the Catch-22 

Andrei Hagiu and 

Thomas Eisenmann 
Companies looking to launch 
a two-sided platform — 
between, for example, credit 
card users and merchants, 
or search engine users and 
advertisers — must overcome 
the reluctance of one side 

to sign on until it's confident 
the other side will be well 
populated. It's a common 
business quandary, but 
Google and Charles Schwab 
both found a way around it 
FORETHOUGHT, NOVEMBER 
Reprint FO711B 


Strategic Insight 

in Three Circles 

Joel E. Urbany and 

James H. Davis 

Executives can delineate 
their corporate strategy with 
three simple circles: one for 
what customers value and 
why, one for how custom- 
ers perceive the company’s 
offerings, and one for 

how customers perceive 
competitors’ offerings. The 
overlap (or lack thereof) will 
provide valuable insights 
FORETHOUGHT, NOVEMBER 
Reprint FO711E 


Strategies toe Crack Well- 
Guarded Markets 

David J. Bryce and 

Jeffrey H. Dyer 

Despite barriers to entry, 
companies trying to break 
into highly profitable indus- 
tries can defy half a century 
of economic logic and actu- 
ally make money 

MAY 
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Strategy Lessons from 
Left Field 

José Santos 

Rough schooling helps 
multinationals from small 
or developing countries 
become formidable global 
competitors 
FORETHOUGHT, APRIL 
Reprint FO704A 


Take Your Third Move First 
Jeff Cares and Jim Miskel 
Through the coevolutionary 
war game, strategists can 
better understand the forces 
that influence complex 
competitions 
FORETHOUGHT, MARCH 
Reprint FO703A 


To Succeed in the Long 
Term, Focus on the 
Middle Term 

Geoffrey A. Moore 


Why do so many companies 
fail to thrive past their first 
generation of offerings? 
It's not because their R&D 
groups aren't hatching 
new ideas. It's because 
mature organizations have 
a disconcerting tendency 
to eat their young 
JULY-AUGUST 

Reprint RO707F 














The Upside of Falling Fiat 
Stefan Michel 

The failed McDonald's hotel 
project is a good example of 
a “real option” — a set invest 
ment for an uncertain but 
potentially high return — and 
shows that the company is 
willing to nurture innovation 
FORETHOUGHT 
Reprint F0704B 
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The Wealth of African 
Nations 

Vijay Mahajan 

Despite Africa's regional pov- 
erty, the continent's gross 
national income per capita 
is greater than India’s. That 
represents a huge potential 
market for enterprises 
worldwide 

FORETHOUGHT, JUNE 
Reprint FO706C 


Which Levers Boost ROI? 
Margeaux Cvar and 

John A. Quelch 

CEOs looking for ways to 
improve RO! should exemine 
the oractices of similar com- 
panies in other industries 
FORETHOUGHT 


Reprint FO706B 
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Teams 


CEOs Misperceive Top 
Teams’ Performance 
Richard M. Rosen and 

Fred Adair 

CEOs tend te have a rosier 
view of senior manage 
ment's performance than 
other top team members 
do, according to new 
research — and it looks like 
the former need a reality 
check. The authors offer 
three simple questions that 
can provide one 
FORETHOUGHT, SEPTEMBER 
Reprint FO709H 


The New Deal at the Top 
Yves L. Doz and 

Mikko Kosonen 
Consumers today want 
integrated solutions and 
services — SO Companies 
need integrated strategies 
These won't fly, however, as 
long as business units are 
run like fiefdoms. It's time 
for interdependence and 
collaboration at the top 
JUNE 
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